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people, events, techniques
Better Balance Between Private, Public Control of Most Institutions

May Be Necessary To Solve Increasing Problems, Consultants Told
We need to care more was the
message, not of a love-in but of the
Third Annual North American
Conference of Management Con
sultants, held in New York Janu
ary 22.
“We need people who care for in
stitutions. Change in institutions
will only come about if we care for
them,” said the conference keynote
speaker, Dr. Howard W. Johnson,
chairman of the corporation of the
Massachusetts Institute of Tech
nology.
He stated that our society is suf
fering from disorder because insti
tutions are falling short, in the peo
ple’s estimation, of what they are
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expected to attain with their re
sources. The management consul
tant is in the position to help insti
tutions take the long view, Dr.
Johnson said.
Responses are extreme

“Foresight is the central ethic of
leadership. So many bad decisions
are made when there are no other
choices left,” he observed. Extreme
responses to problems have oc
curred because advanced planning
has not been done. In our recent
past, he cited the strong swings to
and away from scientific research,
the youth culture, environmental

protection, and the energy issue as
examples of these extreme re
sponses.
“By the end of this century, pri
vate institutions as we know them
may not exist,” Dr. Johnson warned.
“I would prefer self regulation and
discipline, but that may not be
adequate.” He suggested that per
haps the best solutions to problems
will arise from a balance of private
and public administration; the pri
vate sector providing initiative and
efficiency, and the public, protec
tion and large-scale equity.
“We are all publicly accountable
for everything we do,” he stated.
Several conference speakers re
5

Consultants should not shun dignified advertising, Britisher says . . .

ferred back to Dr. Johnson’s sug
gestion that consultants aim to get
people to care about institutions.
However, the talk that probably
provoked the most comments was
quite a bit more pragmatic. Brian
P. Smith, managing director, PA
International Management Con
sultants Ltd., presented what was
also dubbed a “keynote speech” on
“The Marketing of Management
Consulting Services.”
“Our choice is not commercial
ism or professionalism but good or
bad marketing,” Mr. Smith said.
“Most of us believe that we need
a selling effort in order to survive
and succeed.”

“Dignified image” exaggerated

“Although there is a danger of being unprofessional, sensibly com
mercial, there is a more insidious
threat in being so caught up in
chasing a dignified image that we
become commercially ignorant of
our own marketing needs and are
seen by our public as being so.” He
compared a consultant who is a
business failure to a penniless
stockbroker, neither generating
much public confidence.
“Segmentation is the key to the
marketing plan,” he advised. The
number one cause of consulting
firm failure is growing too fast. He
suggested the firm choose a market
segment and adhere to its market
ing plan constraints.
Management consultants are bad
at sales promotion, Mr. Smith ob
served. He listed as sources of
media communication the con
sulting firm’s past and present staff,
professional associations, suppliers,
and other consultants. Some of the
available media tools are confer
ence speeches, teaching, seminars,
receptions,
pamphlets,
letters,
phone and personal calls, and press
advertising and articles.
Many professional organizations
6

guide rather than prohibit press
advertising, the consultant said.
However, in his own nation, Great
Britain, his consulting association
prohibits press ads for all but man
agement recruiting organizations
and management education. He
showed an example of advertising
for a consultants’ organization in
Sweden which he felt to be imag
inative yet dignified.
[According to the AICPA Code
of Professional Ethics, Rule 502—
Solicitation and advertising, “A
member shall not seek to obtain
clients by solicitation. Advertising
is a form of solicitation and is pro
hibited.”]
Management consultants make
headlines when they don’t want to,
Mr. Smith observed. “We make the
most news when we fail. We pre
sume to give advice to others, yet
we are visibly imperfect. The
higher we rise, the harder we fall,”
he mused.

He pinpointed five projects in
this area: Will consumerism force
a change in the management con
sultant’s fee structure? Are the con
sulting firm’s quality control review
procedures adequate? How can the
consulting firm minimize its legal
liability? Should the consulting firm
be a multidisciplinary organization,
perhaps including clergymen, at
torneys, doctors, and others? What
impact will management consultant
licensing have on the firms?
Personal and business services
represent the greatest growth seg
ment in the work force in this dec
ade, Mr. Sporer observed. He sug
gested there are unique features of
this segment that make certain
types of consulting projects neces
sary. These projects include: proj
ects to increase the economies of
scale, to eliminate waste, and to in
crease the quality of services and
perhaps even the quality of con
sumer.

Peat, Marwick man disagrees

One speaker who took issue with
Mr. Smith’s “Better-too-commer
cial-and-alive-than-too-professionaland-dead” stand was Stanley R.
Klion, partner-in-charge of the
New York management consulting
department of Peat, Marwick, Mit
chell & Co., a leader of one of the
afternoon workshops.
“I am not yet persuaded that
professionalism is uncommercial. A
definition of a professional is put
ting your client’s needs before your
own. That doesn’t mean you have
to run your business at a loss.”
Another CPA addressed the con
ference on consulting growth op
portunities in the private sector,
particularly in the personal and
business service area. Max F.
Sporer, national director of man
agement services for Touche Ross
& Co., said that even management
consulting itself could profit from
some consulting work.

1974 Decrease in
Executive Demand

Foreseen by Roche
Although demand for executives
will remain relatively high during
1974, the early part of the year will
continue to show a downward
trend in visible demand which be
gan in late 1973, Heidrick and
Struggles predicts.
The executive search firm makes
this observation on the basis of its
continuing survey of display ad
vertisements across the nation.
Gerard R. Roche, the firm’s vice
president, said he believes man
agement will be concentrating on
immediate rather than long-range
planning. He believes middle man
agement and staff positions will
feel the dip in demand most but
Europe will continue to look for
U.S. executive talent.
Management Adviser

“Organizations will continue to
need senior executives with records
of success, particularly in finance
and manufacturing rather than
marketing,” Mr. Roche said.
Handy Associates points out that
the number of executives seeking
jobs in 1973 was the highest in the
past six years. The executive search
firm attributes this to “the uncer
tainty of the economy.”
James R. Clovis, Handy vice
president commented, “The most
startling development of the year
is the significant increase in avail
ability of general managers during
the fourth quarter. Because of the
economic uncertainty, companies
are going through another period
of consolidation which is eliminat
ing unprofitable or marginal divi
sions and subsidiaries and the gen
eral managers who run them. Ad
ditionally, in their programs of cost
reduction, many companies are
cutting what they consider exec
utive deadwood.”
According to Handy’s statistics,
in the fourth quarter of 1973 there
was a 56 per cent increase in the
number of general managers in the
marketplace over the previous
quarter. Handy further notes that
executives over 50 years of age
comprised 17 per cent of all man
agers in the job market in the
fourth quarter of 1973. Women ex
ecutives accounted for four per
cent in the same quarter.

Pennsylvania Sets Up
Computerized System

terminal into a UNIVAC 1108 com
puter at the management informa
tion center and concurrently is
printed out by a UNIVAC 8541
communications output printer. A
22-member staff makes the neces
sary follow-up calls. Then the state
makes the complete information
available to a Federal allocation
officer with a recommendation for
emergency relief. As further action
on each case is taken, the file is
updated.
Suppliers on computer

Pennsylvania maintains a com
puterized file on about 22 fuel sup
pliers and approximately 1,200
wholesale dealers in the state, in
cluding their allocation quantity.
How much oil is allocated to vari
ous counties or municipalities can
be learned from the computer file.
Each state is allowed a ten per
cent emergency fuel reserve under
the Mandatory Allocation of Dis
tillate Fuels Program of the Fed
eral Government. If an emergency
allocation is authorized, a copy of
the approval form is sent by the
system to the supplier telling him
to release the fuel.
The system can issue reports on
the amount of fuel allocated to
hardship cases by regions or indi
vidual areas and it can also show
the percentage of requests ap
proved or disapproved.
J. Robert Ippolito, director of
Pennsylvania’s Central Manage
ment Information Center said, “The
system saves us time, personnel,
and paperwork. It allows us to ser
vice hardship cases very quickly
without being held up by mailed
forms.”

To Allocate Fuel Oil
Pennsylvania has established
a Fuel User’s Emergency Line
(FUEL), a computerized emer
gency allocation system to aid its
citizens during the energy crisis.
When a citizen calls the FUEL
number an operator in Harrisburg
enters information about his case
on the UNISCOPE 100 visual ter
minal. The data is entered via the
March-April, 1974

Snakes Anyone? Airline

Finds Use for Them
St. Patrick may have driven the
snakes from Ireland, but Emery Air
Freight is sending them to Puerto
Rico (rubber ones, that is).
It seems the Emery Air Freight
terminal building in San Juan be
came a choice location for nesting

birds. The company’s southern re
gional headquarters staff remem
bered that snakes and birds don’t
mix and came up with the idea of
using synthetic snakes to keep the
terminal from becoming an aviary.
Service Manager Frank Zirpoli
and Administrative Manager David
Braun are credited for this novel
idea. To test it out, areas of the
San Juan terminal building were
supplied with rubber snakes while
others remained without the de
coys. Those areas that housed the
rubber reptiles remained bird-free
while the others had their usual
share of nesters.
Emery intends to supply its ter
minal with a steady supply of rub
ber snakes and offers its technique
to neighboring industrial concerns
without thought of proprietorship.
This may herald a real boom in
the rubber snake market.

Productivity and Job

Satisfaction Not

Incompatible, Report Says
A productive work place is not
incompatible with a high quality
of working life, the final report of
the 43rd American Assembly states.
The Assembly, a meeting of 80
people with various viewpoints that
was underwritten by The Ford
Foundation, addressed itself to
“The Changing World of Work.”
Prentice-Hall has just released a
book based on the meeting’s pro
ceedings. The Worker and the Job:
Coping with Change, edited by
Jerome M. Rosow of Exxon Corpo
ration, is available as a paperback
for $2.45 and in a clothbound edi
tion for $6.95.
While maintaining that the work
ethic is deeply embedded in Amer
ican culture values, the Assembly’s
final report notes that worker disaf
fection and discontent exist due to
rising aspirations and educational
levels.
“Union leaders, for their part,
are concerned about the talk of ‘job
7

enrichment.’ Many suspect it is a
code word for speedup or a device
to undermine unionism. The chal
lenge now is for labor and manage
ment to work at resolving the is
sues at the work place in a non
adversary atmosphere, with a goal
of improving the quality of work
ing life,” the report states.
Work is so critical to the lives
of individuals that, the report sug
gests, workers should be given
more of a voice in decision mak
ing. Competence and contribution,
rather than just arbitrary rank,
should be the basis of decision
making authority, it recommends.
Experiments to improve the
quality of the working life should
be undertaken by employers, the
report continues, despite potential
staff resistance.
“To advance such experiments
top management must recognize
and seek to allay the insecurities
of their middle managers, foremen,
and workers. Middle managers and
employees often resist any reduc
tion of their power and authority
since this may be viewed as a
threat not only to their authority
but to their jobs.”
Human dignity at work is an
important national goal and the
Government should encourage ‘“re
search and development in work
design, fund experiments, convene
national conferences, support work
er exchange programs, distribute
literature, stimulate and perhaps
subsidize these efforts,” the report
says.
It concludes by saying it is time
all the fine talk about job enrich
ment and job humanization be put
into action.

Motivation Skills

Taught in New Course
Specific skills for motivating peo
ple are taught in a new program
for managers being offered by
Xerox Learning Systems, Stamford,
Conn.
“Managing for Motivation” is a
six-unit course that takes four days
8

to complete either in the manager’s
own company or at a Xerox loca
tion. Managers may be taught to
administer the program themselves
and thus eliminate the need for a
professional instructor, Xerox states.
Skills taught include: listening
and responding, constructive criti
cism, building on employees’ ideas,
managing differences, crediting,
and leading group discussions.
Xerox administered tests to man
agers in two organizations before
and after their participation in the
program. The test measurements
showed that the program had im
proved the managers’ working re
lationships and led to greater pro
ductivity, Xerox reports.

Energy Crisis May
Benefit Customer

Service Studies
The energy crisis will force many
firms to pay considerably more at
tention to the entire customer ser
vice area as a matter of practical
necessity, Herbert W. Davis, vice
president of William E. Hill &
Company, Inc., believes.
Inefficiencies in a firm’s distribu
tion system, which in normal times
can be overcome by the combina
tion of product availability and
good transportation, are exacer
bated when there is a decline in
transportation service, the consult
ant wrote in a recent memoran
dum.
“Under normal conditions, orders
that cannot be filled from one lo
cation are frequently ‘bumped’ to
the next location where stock is
available, or simply held for a brief
period until new stocks are re
ceived. With longer transit times
and reduced availability of pre
mium transportation, however,
stockouts at the local level can
have far more serious impact on
customer service and hence com
petitive position in the particular
market,” Mr. Davis said.
He cited the case of a company

that had fought the innovation of
increasing customer order sizes to
match the capacity of its trucks.
The energy crisis helped to spur
sales management on to the
change.
Customers welcomed change

“It took no great persuasion to
convince sales that it would be
easier to sell customers on upgrad
ing order size than it would be to
reconcile them to the erratic and
uncertain customer service that
would be almost inevitable under
present arrangements. Customers
themselves were much more inter
ested in reliable delivery dates
than in fast service per se (a fact
which many firms overlook), and
when the chips were down they
were willing to pay the price of
such reliability: slightly longer lead
times, less frequent deliveries, and
order upgrading to full truckload
weight in order to assure adequate
inventories between deliveries.”
“It was a game in which every
body won: the manufacturer, by
upgrading order size and increas
ing capacity utilization of its high
way equipment; customers, by in
suring reliability of deliveries and
adequacy of stocks in a time of un
certainty.”

Construction Firms
Warned to be Alert
To Conservation
Although “Hard Hat University”
conjures up images of men in cov
eralls poised on girders as they lis
ten to a fortissimo lecture on rivet
ing, F. D. Rich Housing Corp.,
Stamford, Conn., is using the title
for a company lecture series.
Hard Hat U. gave Haynes N.
Johnson, Esq., of Bryan, Parmelee,
Johnson and Bollinger, the dubious
distinction of being the recipient of
its “B.S. Degree.” Mr. Johnson ad
dressed a company class on “The
Environmental Aspects of Con
struction.” He told the Rich staff
Management Adviser

that the construction industry
should expect to hear from the pub
lic on environmental issues.
“Many government agencies and
developers in the past have not
done their homework . . . have not
fully evaluated how a major proj
ect will affect an area. As a conse
quence, often unexpected and un
wanted problems result. The pub
lic, through their legislators, has
served notice that those days of en
vironmentally unplanned develop
ment are over,” the attorney said.
If all pertinent environmental
statutes are not complied with, a
construction project may be halted
by a lawsuit, he warned. He sug
gested that construction industry
leaders be knowledgeable in Fed
eral and state environmental pro
tection legislation.
“Responsible leaders in the con
struction industry, such as you,
should be pushing just as hard for
adherence to reasonable environ
mental standards as professional
environmentalists,” Mr. Johnson
said.
Hard Hat University meets twice
a month for several hours. Its class
embraces Rich’s president as well
as its clerical staff. Other lessons
have been devoted to contracts and
specifications, corporate financial
reporting, and construction man
agement and administration on-site.

Insurance Industry

Gets Mixed Reviews in
Harris Consumer Poll
A Louis Harris & Associates na
tional opinion study on attitudes
toward automobile and homeown
ers’ coverage has found that the in
surance industry “has not yet come
into the eye of the consumerism
hurricane.”
The study was commissioned by
Sentry Insurance and was con
ducted by the Harris organization
in cooperation with the department
of insurance of the Wharton
School at the University of Penn
March-April, 1974

sylvania. An intensive survey of
2,462 households across the nation
was conducted in the late summer
and early fall of 1973. Its findings
were released in mid-January.
Warning signals

According to Louis Harris, some
of the warning signals the insur
ance industry should heed from
this survey are:
“—A substantial 78 per cent of the
public believes that ‘most compa
nies will refuse to insure high risks.’
Basically, people are saying that
the industry is selective at best,
that it is not stretching to give the
consumer a break.
“—By 50-29 per cent, a plurality
feel that ‘auto insurers are too
quick to drop people after one ac
cident.’ . . .
“—A significant 49 per cent of
the total public feels that ‘young
people are treated less fairly than
other people’ in the way auto and
homeowners’ insurance is meted
out to them. The young people un
der 30 feel discriminated against to
the tune of 66 per cent . . .
“—By 74-16 per cent, a big ma
jority feel that ‘if you don’t look
at the fine print when you buy an
automobile or homeowners’ insur
ance policy, you are likely to find
you are not covered in an emer
gency.’ This deep concern about
the unknown has created a climate
of an adversary relationship be
tween the consumer and the in
dustry. . . .
“—This sense of suspicion, in
turn, has fostered a feeling by a
46-40 per cent margin, on the part
of most people that ‘in settling a
claim with an insurance company,
you might as well get all you can
from them, since they’ll pay you
only what they have to.’ . . .
“—By 41-18 per cent, a plurality
also think that the profits of auto
and homeowners’ insurance com
panies are ‘higher than most other
businesses.’ It must be noted that
another 41 per cent just are not fa
miliar enough with the profit pic
ture to comment, but it should be
pointed out that the better edu

cated and more articulate segment
of the public tends to be most criti
cal on this profit dimension.”
Positive attitudes

Mr. Harris noted that the public
holds some very positive attitudes
about the insurance industry. For
instance, 81 per cent of those ques
tioned feel that in “giving people
automobile and homeowners’ insur
ance, the insurance industry is per
forming an important public ser
vice.” Eighty per cent rated the in
dustry positively for “its integrity.”
The survey found 82 per cent of
the respondents believe that “con
sidering how you need it when
trouble strikes, automobile and
homeowners’ insurance is a good
buy for the money.”
The study recommends, based
on its findings, the insurance in
dustry would be well advised to:
make it mandatory for insurance
agents to review auto and home
owners’ insurance policies on an an
nual basis; clarify the language in
policies so that policyholders could
easily understand what they are
and are not covered for; and pro
vide better complaint channels for
policy holders.
Sponsor offering findings

Sentry Insurance is making the
study’s findings available to the en
tire insurance industry, libraries,
universities, state insurance com
missioners, and state and national
legislators. Copies may be obtained
without charge from Michael Dry,
Sentry Insurance, Stevens Point,
Wise. 54481.
In explaining why his company
has chosen to distribute its study,
John W. Joanis, chairman of the
board of Sentry Insurance, said,
“Our reasoning for sharing this
study with our competitors is . . .
entirely pragmatic. Where we have
industry problems or where public
opinion opposes us, only industry
wide response and action can be
meaningful. Our company alone
will make little or no impact on a
public asking an entire industry to
change its ways.”
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For the Executive in Finance—

More than 70 Per Cent of Firms Surveyed Think Supervisory

Training Not Primary in Increasing Efficiency

Over 70 per cent of the respond
ents to a recent Conference Board
survey prescribe actions other than
training as the most effective
means for improving first-line
supervisory performance.
Walter S. Wikstrom, author of
The Conference Board’s Super
visory Training research report, re
ceived 228 responses from organi
zations of different sizes and indus
tries. It was found that there was
almost no variation in responses
from various industries, apart from
obvious ones.
“ The [supervisor’s] job itself has
to be changed by the actions of
higher management. This does not
imply that supervisory training is
not needed or desirable; rather it
suggests that, in the opinion of
these respondents at least, super
visory training alone cannot create
good supervisors. The unplanned
‘on-the-job training’ represented by
each supervisor’s experiences in
trying to deal with the pressures
of a difficult job will have the
greatest influence in determining
how effectively he performs,” the
report states.
In 14 per cent of all the respond
ing organizations all the training
is done on the job (which includes
11 per cent of the respondents who
reported administering no formal
supervisory training of any sort)
and 86 per cent had a form of in
company classroom training.
The longest continuous off-thejob program reported was a 15-week
course conducted by a Canadian
bank. More typically, the upper
limit of these programs is 80 hours,
two full weeks, of training. The
median total time was 30 hours.
One respondent, a medium-sized
furniture manufacturer, described
its “initial supervisory training” as
lasting one hour per week, 48
weeks per year, for 3½ years.
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Sixty-one of the responding units
said they had planned programs of
on-the-job supervisory training.
The respondents said flatly that
only two of the 368 programs of
various types reported had not met
their objectives. The study points
out that these evaluations are
mainly based on verbal feedback,
not performance. However, a few
organizations interviewed take a
strong stand against any training
that cannot be precisely defined in
behavioral terms and measured
quantitatively. Most training di
rectors would envy this situation,
Mr. Wikstrom comments.
“Many supervisory training pro
grams are conducted because man
agement believes that ‘something
needs to be done’ about some prob-

lem in the lower levels of the or
ganization, and training is believed
to be the answer ... In these
cases, management very seldom
takes the time or trouble to deter
mine precisely what change in per
formance it wants the training pro
gram to bring about.”
The report describes LockheedGeorgia Company’s and the Chrys
ler Corporation’s training pro
grams. The report also includes
course outlines from other respond
ing organizations.
Supervisory Training is available
at $3.00 per copy to associates of
The Conference Board and educa
tors, and at $15.00 to all others.
The Conference Board is located at
845 Third Avenue, New York, N.Y.
10022.

Only Half of U.S. Firms Have Evaluated
Cost Impact of Energy Conservation
Most corporations have appointed
energy conservation committees to
deal with energy cutbacks, a sur
vey commissioned by McGraw-Hill
has found.
Executive Enterprises, Inc., a
New York management education
and consulting firm, conducted the
poll of 53 corporations. Seventy
seven per cent of the polled organi
zations had enacted corporate
energy conservation programs.
However, only about 50 per cent
had reevaluated the cost impact of
energy conservation programs on
pricing and product line profitabil
ity, reports Executive Enterprises
president, Lewis Abrams.
Of the polled companies, 81.1
per cent had established energy
contingency plans and the same
percentage had energy planning

and conservation guidelines and
standards for corporate use. About
one quarter of the organizations
said they had initiated their cor
porate energy programs from Janu
ary, 1973, through June, 1973.
“Many of these companies cited
energy conservation measures rec
ommended by the Office of Energy
Programs, U.S. Department of
Commerce,” Mr. Abrams reported.
“The companies polled included
firms such as: Portland General
Electric; Pittsburgh Plate Glass;
H. P. Hood, Inc.; Triangle Indus
tries; Hamilton Standard (a divi
sion of United Aircraft Corp.);
Hayden Island; Republic Steel Cor
poration; Dow Chemical Company;
Sears, Roebuck and Co.; Alcoa
Aluminum; and the Dupont Cor
poration; which leads us to believe
Management Adviser

that this ‘energy consciousness’ ex
tends to a cross-section of Amer
ican business.”

For Consultants—

GE Introduces Software
System to Check Designs

In Planning Stages
General Electric is using a com
puter software system to statistic
ally discover potential trouble spots
in its products prior to production.
Users of the system, STATPAC,
need to be familiar with their own
data, but do not have to know
much about computers or statistics.
The computer responds to com
mands such as “list,” “plot,” “tab
ulate,” and “read.” In a matter of
seconds it can process 500 ques
tionnaires, each containing 30
questions.
A design engineer can request a
histogram or bar chart be produced
to show a product’s test perform
ance data as collected over several
years. This will enable him to pin
point a possible shortcoming and
redesign the product accordingly.
In checking heavy rotating
equipment, GE engineers once had
to plot manually the stresses of
every unit in service. The company
estimates this plotting cost about
$500 and now the same task is be
ing accomplished for $5 in com
puter time costs.
The data being analyzed in GE’s
statistical program comes from
service shops, warranties, custom
ers, laboratories, and production
lines.
The company says it is using the
software package for development
of business forecasting models and
identification of design tolerances
that affect turbine efficiency and
horsepower.
STATPAC was developed by GE
staff members over a three-year
period. It includes 250 computer
programs and was designed for re
mote batch operations for the Hon
eywell 600 and 6000 series of
computers used within General
Electric.
March-April, 1974

Since its inception, Man
agement Adviser has never
published an obituary. We
feel in the case of Robert M.
Trueblood an exception to
this policy is more than justi
fied.
Mr. Trueblood died Febru
ary 7 after a long illness. He
was 57 years old.
A past president of the
American Institute of Certi
fied Public Accountants and
chairman of the board of
Touche Ross & Co., he most
recently served as chairman
of the Institute’s Study Group
on Objectives of Financial
Statements. Commenting on
that group’s findings in his
firm’s quarterly, Tempo, Mr.
Trueblood said:
“To me, the overriding as
sumption of the Study Group’s
Report is that everyone asso
ciated with the preparation
and certification of financial
statements approaches the re
sponsibility with a commit
ment to inform based on a
fundamental sense of integ
rity. That assumption cannot
be legislated. It is perhaps
best expressed in the report’s
reemphasis of the priority of
substance over form—no mat
ter what practice, tradition,
legal formality, and conven
tion allow. Integrity is the
foundation of it all: integrity
is the bottom line, not in
come.”

ment in this system. At the top of
the hierarchy are the financial and
manufacturing computers for top
management’s information needs.
At a lower tier is a series of spe
cially designed minicomputers that
guide such specific operations as
the stacker cranes that put cases of
cigarettes into the warehouse and
then pick them to fill allocations
for each of the 69 field warehouses.
Employees wear computer-read
able badges so that if someone is
missing on a shift, the necessary re
placement will be dispatched to
the appropriate station in a matter
of minutes. A computer-controlled
spare parts program is also in
cluded in the system. It identifies
preventive maintenance require
ments to minimize machine break
downs and processes machine re
pair requirements.
Each piece of hardware and soft
ware designed was built and tested
in the existing Philip Morris oper
ation before it was incorporated
into the new system.
Philip Morris worked with the
management consulting firm of
Dasol Corporation, New York. The
cigarette company expects to have
the whole system operational by
the end of 1974. It anticipates the
system’s output will increase over
the next several years until it
reaches its planned capacity of
over 100 billion packages of cig
arettes a year. Obviously, the com
pany does not believe everyone is
going to “kick the habit.”

CBEMA Warns of
Philip Morris Automates

Its Entire Production

Quality Control System
Philip Morris, Inc., is installing a
computer-based management-con 
trol system which operates from
the raw materials purchasing stage
through the delivery of the finished
products.
More than 20 computers are or
ganized in a hierarchical arrange

Energy Cut Effect
On Computers
When utility companies announce
voltage reductions, the actual volt
age drop at the customer end of
the line could exceed that amount
and present the risk of equipment
malfunction, warns the Computer
and Business Equipment Manufac
turers Association (CBEMA).
“Experience has shown that, in
11

some severe cases, when voltage
was reduced 8 per cent from nomi
nal, computer and business equip
ment operation was not unduly im
paired, if the input voltage to the
equipment was at nominal before
the voltage reduction. However,
now there is also an increased
probability that power line tran
sient disturbances due to load shed
ding and line switching could im
pair equipment operation while
voltage reductions are in effect. If
the input voltage to the equipment
was not up to nominal level prior
to the utility reduction in voltage
delivered, equipment malfunction
or shutdown could occur,” a state
ment issued by CBEMA says.
Customers should contact their
local utility representative to de
termine the status of power in the
area. Periodic checks should be
made to determine if input line
voltages are nominal, CBEMA ad
vises. If, before voltage reductions
are put into effect, voltage is nomi
nal then “the probability is high
that the operation of computing or
business equipment will not be im
paired,” the manufacturers’ associ
ation states.
The association suggests that to
assess risks of a brownout to his
equipment, especially an 8 per cent
voltage reduction, the customer
should confer with his utility rep
resentative and manufacturer.

Honeywell Says Laws
Regulating Data Bank
Privacy Are ‘Inevitable’
Legislation to prevent computer
ized data banks from impairing in
dividual privacy “appears all but
inevitable,” said a Honeywell ex
ecutive.
William T. Bayer, Jr., vice presi
dent of technical resources plan
ning for Honeywell’s computer op
erations, told the Rotary Club
of Seattle, that laws governing ac
cess to computer files would be
“the single most effective measure
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to protect privacy.” He suggested
that legislation be drafted that pro
vides for notifying an individual
that a file is being kept on him “for
allowing the person to examine his
file and change erroneous informa
tion, for informing him when and
to whom the information in the file
is being released, or for securing
the person’s permission before the
information is disseminated.”
Mr. Bayer sees a coming age of
computerized knowledge banks for
which high standards of privacy
must be developed and upheld. He
advocated a campaign to teach the
public about the advantages and
disadvantages of the computerized
society. Also, in selecting data
processing personnel, computer
users “must exercise a special sen
sitivity.”
“The problems of privacy will
not be solved when, or if, an ab
solute 100 per cent secure system is
devised. It is ultimately the people
who operate the system who are
responsible,” he observed.

MAS Will Be Discussed

At AICPA Tenth Annual

Control Standards for Design of
EDP Systems,” “EDP Feasibility
Studies,” and “Allocation of Com
puter Costs to Users.”
The AICPA conference has been
planned to overlap the American
Federation of Information Process
ing Societies, Inc., 1974 National
Computer Conference & Exposi
tion, which will be held May 6 to
10 at McCormick Place, Chicago.
Transportation and registration to
one afternoon at the NCC’s exhib
its is included in the AICPA con
ference registration fee.
Registration for the AICPA con
ference is $110 and for additional
registrants from the same firm $95.
More information about the pro
gram and registration may be ob
tained from Noel Zakin, AICPA,
666 Fifth Avenue, New York, N.Y.
10019.
More information about the
AFIPS conference and its separate
registration may be obtained from
AFIPS, 210 Summit Avenue, Mont
vale, N.J. 07645, ATT: 74 NCC.
Lower rates are available for those
who register before April 15 and to
AICPA members.
The AICPA is a constituent so
ciety of AFIPS.

Computer Conference
Management advisory services
will be one of the focal points of
the Tenth Annual AICPA Confer
ence on Computers and Informa
tion Systems, May 6 to 8 at the
Marriott Motor Hotel, Chicago.
Arnold Schneidman, chairman of
the computer services executive
committee, explained, “The roundtable discussion groups and in
formal evening sessions are again
included while the parallel sessions
have been structured along the
lines of the four major practice
areas—auditing, management ad
visory services, practice manage
ment, and taxation. Each member
of the firm will, therefore, find
some aspect of the program of par
ticular interest to him, even if he
is not directly involved with EDP.”
Topics to be discussed at the
MAS session include: “Minimum

Remote Computing Plans
Get Good Marks Overall;

Individual Services Rated
Users of remote computing serv
ices say they are pleased with the
services’ overall effectiveness, but
indicate that their technical sup
port, economy, application pro
grams, and response time need
improvement, a Datapro study re
ports.
All About Remote Computing
Services, a 39-page special report,
is available from Datapro Re
search Corporation, 1805 Under
wood Boulevard, Delran, N.J.
08075, at $10 per copy.
Remote computing services are
either interactive time-sharing or
remote batch processing services,
Management Adviser

the report explains. Until 1973
General Electric company was the
leading supplier of remote comput
ing services, but when Control
Data Corporation acquired IBM’s
Service Bureau Corporation (see
M/A, March-April, 1973, pp. 7-8)
its remote computing services be
came the largest.
Datapro received evaluations
from 141 remote computing serv
ice users. They rated the suppliers
on a one, poor, to four, excellent,
scale. Five or more users judged
the following services as excellent:
International Timesharing Corpora
tion (average score: 3.20); Cypher
netics Corporation (3.17); Com
puter Sciences Corporation (3.15);
Rapidata, Inc. (3.12); On-Line Sys
tems, Inc. (3.03); and The Service
Bureau Corporation, now a Control
Data subsidiary, (3.01).

Consultants Not Uniform

In Scheduling Holidays

For Their Organizations
At the beginning of this year the
Association of Consulting Manage
ment Engineers, Inc., asked 160
consulting firms which holidays
they would observe. Eighty-two
firms responded. All will observe
the three-day Labor Day holiday,
but that’s the only long-weekend
under the Uniform Holiday Act
they will all be closed.
As for the other holidays under
the Act: sixty-five were closed for
Washington’s Birthday, February
18; eighty will close for Memorial
Day, May 27; forty-seven will close
Columbus Day, October 14; and
forty-five will close Veterans Day,
October 28.
Fifty-five of the firms will be
closed the day after Thanksgiving
but only 44 will be closed the day
after Independence Day. Twentysix will close for the entire day be
fore Christmas and 24 will only
work a half-day. Thirteen will
close for the full day before New
Year’s but 51 will close for a half
day.
March-April, 1974

Only three of the firms will be
closed the entire day Election Day,
November 5, and eight for a part
of the day. Two firms that will be
open will give their employees time
off to vote.
After studying this survey’s re
sults, one thing can be concluded:
Consultants need a union!

tomer’s site for $4.50 a step. A
basic 46-step program, such as ac
counts receivable, will cost $120,
and a more complex 63-step stan
dard program, such as payroll prep
aration, will cost $150.

IBM Introduces Two

Work Stations for
Its 3740 Systems
New Products and Services—

NCR Shows New Line
Of Minicomputers

With Optical Scanning
National Cash Register Company
has introduced a new family of
small electronic data processing
systems designed primarily for bus
inesses with fewer than 150 em
ployees.
The NCR 299 is a minicomputer
with microprograming in a read
only memory. User programing is
stored in a separate read-write core
memory. It is designed for such
purposes as billing, payroll prepa
ration, general ledger accounting,
processing purchase orders, budg
etary accounting, and job costing
and estimating. The basic 299 sys
tem is priced at $7,250.
The system includes an optical
scanning device. Program assembly
cards are marked with a pen or
pencil and read by the scanner.
The minicomputer has a leadthrough capability, which, through
a series of lights, can guide an
operator in entering data.
According to NCR, “Because in
stallation of the computer is so
easy, both programing and training
will be handled by salesmen. This
eliminates complicated installation
procedures involving systems ana
lysts and instructors. A machine
delivered in the morning will in
many cases be productive before
the end of the business day.”
A library of standard accounting
application programs has been de
veloped for the 299. Special pro
grams can be developed at the cus

IBM has introduced two new
programable work stations for the
3740 data entry system, 3741 Mod
els 3 and 4, which can process and
edit information before it is en
tered into a central computer or
they can write and execute their
own 3741 programs.
Datapro Newscom commented,
“In fact, the new 3740’s, upon un
veiling, are clearly minicomputer
based, although IBM painstakingly
avoids all use of the term minicom
puter in its sales and technical lit
erature, lest it frighten its non
sophisticated customers and un
duly alert its competitors.”
Can use ACL

The new units can operate with
programs written by their users in
Application Control Language. An
optional ACL translator is avail
able for changing ACL source pro
grams into machine-readable ob
ject code.
The company suggests that the
new work stations can be used in
remote warehouses to print sales
invoices or warehouse picking doc
uments on the site and at the same
time store data on diskettes for
later use by the host system for ac
counts receivable, inventory con
trol and reordering, and sales anal
ysis.
Monthly rental charges for the
new Models 3 and 4 range from
$215 to $288 per month and sell
for from $8,600 to $9,850. Field
conversions of 3741 Models 1 and
2 and customer shipments of Mod
els 3 and 4 are scheduled to start
in the fourth quarter of 1974.
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